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78% of GLOBAL 
SALES are 

generated by The 
top 10 countries. 



Country Population

China 1.44 billion

India 1.37 billion (137 
Crore)

US 33 Crore

Germany 8.3 Crore

Japan 12 crore

Brazil 21 crore

Malaysia 3.2 Crore

UP (Uttar Pradesh) 23 Crore



Asia Pacific is the largest direct selling region in the world, 
followed by North America and South & Central America.
Major regions, 2012

Asia Pacific

• Asia Pacific is the largest market for direct selling with a 44 per cent share in the global direct selling market, and has been 
growing at a CAGR of 11 per cent to reach USD73.2 billion in 2012 from USD59.7 billion in 2010

• The direct selling industry in the region engages ~46 million people as direct sellers

• Japan, China, Korea, Malaysia, Taiwan, Thailand, Australia, Philippines, Indonesia and India are billion dollar markets in the 
region.

Americas

• Americas account for 40 per cent of the global market and engages ~31 million people as direct sellers

• USA and Canada are billion dollar markets in North America engaging 16.6 million people as direct sellers

• South & Central America has been the fastest growing region in the world, growing at a CAGR of 14 per cent between 2010 
and 2012. Brazil is the largest market in South & Central America capturing 45 per cent share followed by Mexico, Colombia, 
Venezuela, Argentina and Peru which are also billion dollar markets.

Europe, Middle East, Africa

• Europe accounts for 15 per cent of the global direct selling market, has grown at a CAGR of 4 per cent from 2010 to 2012 and 
engages ~11 million people as direct sellers

• Western Europe accounts for nearly 70 per cent of the total market in Europe. France, Germany, Italy, U.K. in Western Europe 
and Russia are billion dollar markets

• Middle East and Africa are small markets for direct selling, capturing less than 1 per cent market share.

Source: WFSDA, KPMG in India analysis
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GLOBAL

SALES BY PRODUCT

Cosmetics/Personal Care (28.6%) and Wellness Products (35.6%) together account for more than

64% of category sales (consistent with prior year). Household Goods & Durables are slightly down

from 2018 at 11.5% vs 12.8% in 2019. Other categories remain fairly stable.
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The two largest product categories were still- wellness and beauty and these together 
made about 2/3 of global sales, again in 2019.



EMERGING V. ADVANCED 

Direct Selling is in more than 170 countries, covering both  
emerging and advanced economies.
Advanced markets hold a 60.5% share of global direct selling. The emerging markets, including  

China hold 39.5% of the global direct selling share in 2019.

Emerging markets continue to present growth opportunities.
Excluding China, emerging markets grew by 3.7% over 2018, with a three-year compound annual

growth rate of 4.5% (2016-2019), outpacing overall industry growth.

EmergingAdvanced
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INDIA – The Sleeping Giant for Direct Selling Industry



By 2021 - 15,930 Crore @ 4.8% CAGR



f. Contribution to the government 
exchequer: The operating model 
for direct selling generates tax 
contributions to the government 
across its value chain. Total tax 
contribution by the direct selling 
industry to the government in FY13 
alone is estimated to be INR10 
billion. This includes direct and 

indirect tax contributions through 
corporate income taxes, import 
duties and VAT.

Going forward, the industry has the 
potential to create a significant social 
and economic impact in India. Our 
estimates suggest that the industry 
has the potential to reach a size of 

INR645 billion by 2025, driven by 
growth in consumer markets and 
increase in the penetration of direct 
selling to globally comparable levels. 
This could however be contingent on 
creating an enabling environment for 
the industry, and mitigation of some of 
the challenges it is facing today.

Direct selling market size in India

Immense market potential of INR 645 
billion...

With the potential to economically 
empower ~11 million women

.. with CSR contribution of INR 0.5 billion

Women empowerment

Self-employment opportunities

...offering self-employment opportunities to 
18 million 

...and the ability to contribute INR 90 billion 
to the exchequer

and employment to 2.5 million people

Tax

Source: IDSA, PHD Chamber of commerce and industry, KPMG in India 
analysis

Source: IDSA, PHD Chamber of commerce and industry, KPMG in India 
analysis

Source: IDSA, PHD Chamber of commerce and industry, KPMG in India 
analysis

Source: IDSA, PHD Chamber of commerce and industry, KPMG in India 
analysis
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Indian Direct Selling Industry by 2025 - 65000 Crore

Driven by increasing share of middle income households 
and potential of increasing penetration, the direct selling 
market in India has the potential to reach INR 645 billion 
by 2025.

Source : Euromonitor

Source: Euromonitor, BCG Report ‘The Tiger Roars, Capturing India’s 

Explosive Growth in Consumer Spending’, 2012, KPMG in India analysis

Direct Selling Penetration - Global comparison

In China, the direct selling industry has flourished 2006 
onwards and has grown significantly over the past years.13 
Currently, China’s industry penetration stands at twice that of 
India at 0.8 per cent.

Other Asian markets like Indonesia, Japan and South Korea 
have much higher direct selling penetration levels. Malaysia 
has the maximum direct selling penetration in Asia with 4.3 
per cent.

India’s direct selling penetration is the lowest among 
comparable economies at ~0.4 per cent of the retail sales. 
Given its under-penetration in global comparison, it has a 
significant potential to growth going forward. 

Growth in Consumer Markets

The overall industry growth in the key categories of direct 
selling such as health and wellness, cosmetics & personal 
care, household goods, and others can fuel direct selling 
growth.

Most of these categories, which are key contributors to the 
direct selling industry are projected to grow at 10-15 per 
cent.13

Direct selling market potential (INR Bn)

With an expected growth in the 
consumer markets, and increased 

penetration of direct selling channel, the 
direct selling has the potential to reach a 

INR645 billion market size by 2025

Source: Euromonitor, BCG Report ‘The Tiger Roars, Capturing India’s Explosive Growth in Consumer Spending’, 2012, KPMG analysis

2012-1372

INR  
72 Billion

2025

CAGR ~18-20%
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Increasing Personal Disposable Income 

Driven by robust GDP growth, the Indian household 
income is likely to triple by 2025, from INR 115,000 
currently to INR 320,000 (approx.)

Due to rise in employment rate, disposable incomes 
has also increased resulting in improving the sales 
of the goods and services across the direct selling 
industry. 

Urbanisation and Lifestyle Changes

• In 2011, about 28 per cent of India’s population 
resided in urban areas which is expected to see 
an increase and reach to 33 per cent in 2021 (1.5 
times the growth of overall population). 

• Urbanisation is expected to have a positive 
impact on the lifestyles of people as they will 
likely have more exposure to better quality 
products and services. 

• Also along with rapid urbanisation, by 2021 a 
higher share of the population is expected to shift 
towards the workable age group. Convenience 
and improvement of lifestyle should trigger a 
demand for direct selling products specially 
packaged food, cosmetics and household 
appliances. 

Household Income

1

2
Source : EIU

Source : KPMG in India analysis

Source : KPMG in India analysis

Growth Drivers / Key Trends
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Significant rise of women in urban work force 

• According to India’s National Sample Survey, the 

proportion of working women in urban areas 

increased from 11.9 per cent in 2001 to 15.4 per 

cent in 2011. 

• As a result of more women being employed, 

there has been an increase in the disposable 

income leading to increased capacity to spend. 

This will help further aid the growth of the 

industry.

Increasing reach of the direct selling industry14

• Direct Selling companies are now expanding their reach and are trying to enter Tier 2 and Tier 3 cities and rural areas, 

providing the consumers with knowledge about different products and services

• Maintaining good quality at affordable prices; demand for these products has increased and has resulted in increase in 

the number of products sold through the direct selling channel.

• Increased focus on the agricultural sector could boost rural incomes, and could provide better growth prospects for direct 

selling companies going forward.

Employed Female Population

3

4
Source : India Stats
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Why Direct selling will Grow BIG time in INDIA

• Job Insecurity ( job security is the thing of PAST !!!!)

• Small traders and self employed professionals facing lots of 
crises- Because of advance technology, automation, entry of 
BIG players in the market
( OLA, OYO, PAYTM, DMART, NETFLIX  etc)

• Self employment ( Atmnirbhar) is the solution for 
Unemployment.
• Entrepreneurship BOOM – More than 95% failure

Because lack of capital, Experience, competition, Guidance
• India is a Young Country- 27 % Youth i.e - 33 Crore(every 5th

youth in the world is from INDIA)

Direct Selling



Why ONLY VESTIGE



• Vestige Marketing Pvt. Ltd., which started its operation in the year 2004, is a leading direct selling company 
dealing in world class wellness products

• Vestige is constantly growing at a phenomenal rate every year. The growth rate in itself speaks about the 
quality of the products, the marketing plan and the management that has been able to deliver such a 
rewarding and sustainable system to the distributors

• Vestige believes in empowering its members with the opportunity to lead their lives on their own terms

More than 2 crore distributors in India

3000 online + offline centres all over India

350+ products in our portfolio

International presence in Bahrain, Bangladesh, Oman, Saudi Arabia and the UAE.

THE COMPANY



VISION

To help people live a life of economic independence on their own terms.

MISSION

To grow to a global scale and become the benchmark in direct selling. 

THE COMPANY

VESTIGE ADVANTAGE

o Low Financial Risk
o A Well Crafted Marketing Plan
o World Class Products
o Income Stability
o High Returns
o Reliable & Profitable
o Great Incentives
o Extensive Trainings



FOUNDER’S   PHILOSOPHY

Believing in yourself is the first secret 
to SUCCESS.

We have come a long way in the last 16
years. Our growth has been an outcome
of a forward-looking approach, and with
our dedicated team and commitment to
quality, we are indeed geared up for the
future. Vestige has set ambitious goals
for itself and is striving hard towards
their accomplishment.

Gautam Bali
Managing Director



VESTIGE MANAGEMENT

Transforming 
Dreams Into 

Reality.
Vestige is piloted by the most admired pioneers of
the direct selling revolution in India; the visionary
management of the company has strongly led
Vestige from one peak of success to another and
by developing a unique business plan they have
helped people to transform their lives using the
mantra of success through Wellth.



Vestige has been bestowed with many prestigious awards & certificates:
• Vestige is a member of “Health Foods and Dietary Supplements Association”

• Manufacturing facility received the “Good Manufacturing Practices” Certification- GMP 
certificate renewed annually

• Vestige was awarded with “Certificate of Excellence in Productivity, Quality, Innovation 
and Management” by the Institute of Economic Studies (IES)

• Gautam Bali was honoured with the prestigious Best CEO Award – 2012 at Obtainer 
Direct Selling Forum

• Vestige was awarded as “Most Admired Brands & Leaders – Asia”

• Vestige upgraded to ISO 9001:2015 certification in 2017

• Manufacturing Facility ‘GMP’ & ISO 9001-2008 certified 

• ‘Halal’ certified  products

AWARDS & RECOGNITION



Getting Recognition Globally
Vestige Marketing is now listed 30th in the TOP 100 direct 

selling companies in the world

Looking forward to become no. 1 direct selling company!

R E C I P I E N T S  O F  G LO B A L  1 0 0  AWA R D S  
F O U R  Y E A RS  R U N N I N G !



B E S T  N U T R A C E U T I C A L  C O M PA N Y  AWA R D

Vestige won the Best Nutraceutical
Company of the Year 2017 & 2018 Award at 

ABP News Healthcare Leadership Awards

Hon’ble Education Minister of Bangladesh, Nurul Islam Nahid presented the 
2017 award to Vestige



We never stop and we 
never will!

Vestige Marketing Pvt Ltd is 
now awarded as India's Best 
Company Of The Year 2017

I B C  C O R P O R AT E S  AWA R D S



Vestige was bestowed with the 
North India Best Employer Brand Award 2018

N O R T H  I N D I A  B E S T  E M P LOY E R  B R A N D  AWA R D  2 0 1 8



Vestige  won the National Best Employer Brand 2018 & 2019 by World  HRD 
Congress becoming one of the chosen few companies that have excelled in 

providing an equal, fair and transparent work culture and growth platform to its 
employees.

NATIONAL BEST  EMPLOYER BRAND 2018  & 2019



Vestige won the Global HR 
Excellence Awards 2019 for Best 
Workplace Practices. It is a 
testimony of our commitment 
towards improving our workplace 
and enrich the lives of our 
employees.

GLOBAL HR EXCELLENCE AWARDS



Vestige has been certified as a 
“Great Place to Work” for the year 
2020-21. We have been recognised 
as one of the few high performance, 
high trust organisations in a 
constantly changing Indian 
workplace landscape for two 
consecutive years now. 

CERTIF IED AS A ‘GREAT PLACE TO WORK



ISO CERTIF IED

Vestige Head Office has received a the following 
prestigious ISO certifications which affirm that the 
respective systems of this location uphold the high 
international standards established by the 
International Organization for Standardization 
(ISO).
• ISO 14001:2015 certification for Environmental 

Management System
• ISO 45001:2018 for Occupational Health & 

Safety Management System
• ISO 50001:2018 for Energy Management 

System
• ISO 27001:2013 for Information Security 

Management System

Vestige Sonipat Warehouse has also received the 
ISO 22000:2018 certification for their Food Safety 
Management System.



Vestige - 2025

• Fastest Growing Indian Direct Selling Company

• The Only Indian Direct selling Company under–

Worlds Top 100 direct selling Ranking

• By 2025 - 50 Plus Countries with 20,000 Crore 

Global Turnover

• World Ranking – Top 10




